
TIPS TO ENTER A  NEW MARKET 
Most of our fellow ADB members are based in Singapore for their work. Whether it's for a Multi 

National Corporation (MNC) or a Small Medium Enterprise ( SME). We also have members that are 

involved in a StartUp Company. Hence the StartUp & SME Academy (SSA) we launched with 

DutchCham and the Dutch Embassy to cater for the needs of the last two categories. 

All these companies face similar challenges. Singapore is and has a small market. To grow your 

business, you need to explore other markets. Often the countries to be considered in Singapore will 

be within the ASEAN region. 

But are you ready to enter these markets?  

Below I would like to share seven tips, how you could be better prepared to increase your success 

rate during your internationalisation process. Although I do mention products, it often also applies 

for services. 

1. Market Research and Feasibility Studies 
 
Before considering exporting your product, you must take enough time to assess the feasibility of 

exporting your product to a foreign market. It is essential to conduct market research to explore the 

expected demand for your product offering, the competition and if and how you need to modify your 

product specifications to the new market.. 
 

2. Develop a Detailed Export Plan 
 
After completing your market research, you should write a comprehensive export plan that defines 

how to gain access to the new market. Like a dedicated marketing strategy (the 4 or 7 P’s), sufficient 

resources, local payment solutions, awareness of cultural differences, etc. 

3. Explore Sales and Distribution in the Foreign Markets 
 
Selling your products or services can be done in several ways.


Page   of  1 3



You could do the country visits by yourself and target your potential clients directly. You could 
also work together with local/regional distributors or agents that will find these end-customers 
on your behalf. All depends on your urgency of time and how much margin of your profit you are 
willing to share with these 3rd parties. The choice you make will have different financial and legal 
consequences.


4. Oversee all Legal Obligations as an Exporter 
 
A lot can be said about the legal obligations, but in summary: every ASEAN country has a 
different regulation when it comes to importing your products into their country, and your 
products should be subject to their laws. There will be different taxes and requires different 
forms to fill out.


5. Distribution and Logistics 
 
The transport of your goods to the new countries can be very complex. Some questions you 
should be able to answer: Do the products go directly to the end-client, your warehouse, a 3rd 
party warehouse? Are you dealing with perishable products? Do they need specific packaging, 
labelling? How is the insurance while the goods are in transit? All these agreements should be 
included in a written contract using Incoterms (International Commercial Terms).


6. Financial and Capital Considerations 

It is not uncommon that you need to pre-finance a large part of the supply chain yourself. Like the 

production of the goods, the modifications for the new market, the shipment to the new market, 

sometimes the storage of these products, the local marketing, running the local office all the way up 

till the moment of the final payment of the end-customer. And this payment could sometimes be up 

to 6 months before you receive your money. If they pay… 

 

7. Working Harmoniously with Different Cultures


 
As you probably have experienced, dealing with Singaporeans is quite different than doing business 

back in the Netherlands. Of course, this is even truer when you try to do business in ASEAN 

countries.  
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Not only speaking the language helps, but also really understanding their habits and customs. This 

takes time but is needed to build mutual trust, which is a must to develop a successful relationship 

with your local partners/customers. 

We as Dutchies are worldwide known for our "Do It Yourself"  mentality. Having lived abroad for 

almost 20 years, one advice I would give to businesses expanding to new markets; work with local 

companies! They know the local market, how business is done in this market and they have the right 

local/regional networks to accelerate your expansion in this market. 

These seven tips can save you a lot of time and therefore money, can avoid the common mistakes 

most companies make and will increase your success rate of your internationalisation process.
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